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- +» The Kresge Company's bantam discount units, like 4579 in Kenosha, Wis., 
have come into their own, filling a definite need in the company’s retailing program. 


New Center To Facilitate 
Movement of Merchandise 


Detroit's merchandise distri- | eral traffic manager, Detroit 
i The has 
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This is the third in a series of five articles on attaining higher standards. 


“So long as we can consistently, we [Kresge’s] wish to 
offer our patrons a range of items as broad in assortment and 
equivalent in value as it has been our custom. This giving of 
good values has, as much as any other element up to this time, 
been responsible for the public’s goodwill toward us...” || 224 

“Up to this time” was the Managers’ Convention, May, 1916, nearly 
50 years ago and the speaker was Roy R. Williams (later president from 
1938 to 1946, now deceased). Through the years, merchandise aware- 
ness has remained one of the foremost aims of the 
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“Cut down on your displays of the less profitable lines. Your supe: 
intendent will use judgment in the matter of di 
to selling merit. Order your stock accordingly.’ 
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Kenneth G. Sanger, sales promotion manager, Division II, pointed 
out: “Constant follow-up is necessary to see that assortments are main- 
tained and merchandise displayed attractively and according to its 
selling merit.” 

Both agreed the tools necessary to maintain a good merchandise 
assortment are 

© A competent department head who has merchandise awareness. 

© Up-to-date list books, checking sheets and sales bulletins. 

*@ Merchandise order schedule that is followed and ordered on a 

turnover basis. 

Smart managers and department heads know that counter mainte. 
nance, including good housekeeping, attractive displays and proper 
signing, is a vital part of sales getting, Mr. Sanger added. | 

Strive for Higher Standards in "65! 


‘Beyer and 25 Girls Hold Reunion | 


Buyer E. Richard France had din- Mrs. Burt had seen a story in the 
ner May 4 with 25 girls he had not| paper about Mr. France's appoint- 
seen in 30 years. The occasion was | ment to buyer at the Detroit Office 
the annual dinner meeting of the She called to ask him to join the/ 
1935 staff of Store 1030 (now annual dinner meeting at a North- 


land Center restaurant in South- 
closed), Highland Park, Mich. In field, Mich 


1935, Mr. France was floorman at “Can you imagine,” exciai | 


1080. Mr. France, “30 years and the old 
Mr. France’s presence at the din-| £ang is still getting together.” 
ner was the result of an invitation Mr. France reported it was an 
extended to him on the phone by evening of reminiscing. Did he 
Virginia Hale Burt, a 1935 depart-| have any trouble recognizing the 
ment head at 1030. Mr. France re-| group when he arrived at the res-| 
members her as “a little girl just |taurant? “I was worried,” admitted 
out of high school who was so|Mr. France. “After all, it was 30 L 
eager for business during that de-| years. But, I spotted ‘Smitty’ and = 
Pression year that she would run|she hadn't changed a bit. I called 
from one end of the counter to male Smitty’ and from there on in,|) BEYOND EXPECTATIONS - + That is how Buyer 
other so as not to keep customers | one recollection led to another until| the company’s first exhibit and sale of a collection 
waiting.” | faces and places were all in order.”| Mich. The company intends to hold fine art 





